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People in H&S:
The specialist, or expert, is usually
pictured as someone with gray in his
hair, wrinkles in his brow caused by
deep thought, and shoulders a bit
stooped from his having carried the
weight of his authority through the
years. Not so with Bob Atwood, new
partner this year in the Atlanta office,
who at age 34 ranks among the very
best in his profession in the savings
and loan industry.
It was an unusual set of circumstances
that led him to his present position.
The growth of the savings and loan
industry in recent years as a result
of the home-building boom was a major
factor. Bob's careful career planning

was important. And so was the latitude
afforded him by Haskins & Sells to
develop his interest in the
S&L specialty.
But the key element was Bob's
determined application to become the
best possible all-around accountant in
the savings and loan industry.
In short, he purposely set out to make
himself thoroughly competent in his
chosen field, and he succeeded.
Now Bob serves as savings and loan
industry specialist for the Firm. He is
frequently called on to assist other
offices of H&S with advice and
information, and he regularly attends
national and regional meetings of
savings and loan associations' trade
organizations. Since 1966 he has made
regular presentations at the
conventions of the national
organization of S&L financial officers.
He also attends the national
conventions of the United States
Savings and Loan League.
How did he become such an involved
specialist? Bob modestly passes much
of the credit to three men who guided
him in the first months after he came
to the Atlanta office, fresh from
college, in 1962. RussShomler,
recently retired partner in charge of
the Atlanta office, offered the
encouragement to Bob to pursue his
specialty. Tom Hudson, now partner in
charge of the Greensboro office, as
Atlanta tax partner a decade ago,
introduced Bob to the techniques of
preparing tax returns for banks and
S&L associations. Jim Craft, now a
partner in New York, who was then a
senior accountant in Atlanta handling
much of the S&L audit work, also
inspired him. Bob quickly became Jim
Craft's key assistant and immersed
himself in the savings and loan
industry, its structure, business
methods and the regulations under
which it operates.

Bob Atwood
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"Early in the game I set out to master
the S&L regulations',' Bob told
H&S Reports. He pointed to the thick
binders holding hundreds of pages of
regulations and interpretations, which
he believed he should learn thoroughly
in order to serve his clients like a
seasoned pro. By the time he had done
this homework, and most of his study
was accomplished after office hours on
his own time, Bob was more conversant
with the operations of the industry
than many of the men who had
served it for years.

Bob had chosen, by a series of
circumstances, a specialty that was
right for him—one broad enough to
give him room to operate for a great
many clients. The industry was both
sufficiently large and sufficiently
concentrated. Thus, in the case of
Bob Atwood and the S&L industry, the
fear of some professionals that
specialization might narrow them, and
so impair their general usefulness,
was groundless.
Bob was born in Jacksonville, Florida,
the son of an accountant, but he did
not decide as a schoolboy to follow in
his father's footsteps. Rather, an
eager-beaver school counselor zeroed
in on the younger Atwood's very high
math scores and pointed his feet
toward engineering. Bob attended
Jacksonville University for two years
with the intention of taking his degree
in chemical engineering. "I didn't even
think of accounting',' he says in
reminiscence. He then went for a year
to the University of Florida, still
following the engineering program,
"but during the year I felt that this
was not what I wanted to do'.'
Now ready for a change of scene, he
transferred to the University of San
Diego, where he had visited in the
summer, and started over as a major in
business management, with two full
years to go for his diploma because of
his switch from engineering. He found
that the accounting courses which he
took at San Diego as part of the
management program intrigued him.
Then, as luck would have it, he landed
a job with a small accounting
practitioner while pursuing his
studies, and really got hooked.
The practical work, sometimes forty
hours weekly combined neatly with the
classwork, and he found that he was
making rapid academic progress, thanks
to the learning process on his job.
At graduation Bob was presented with
the annual student achievement award
of the California Society of CPAs.
Having decided that the next best step
toward a management career lay with
one of the Big Eight accounting firms,
Bob interviewed with H&S in San Diego,
but specified that he would prefer to
work in Denver, New Orleans or Atlanta
- t h e latter two, he recalls now,
"because I considered myself a
Southerner." Atlanta had an opening
for Bob, and he accepted. Thinking he
might want to be certified in Florida,
he spent the summer of 1962 studying

at the University of Florida, and
reported to the Atlanta office in.
September. Not long after his arrival,
he was assigned to work with Tom
Hudson on bank and S&L tax returns,
which brought him face to face with
the specialty he later made his own.
"The savings and loan industry is full
of gracious and talented people"
Bob says, "and I enjoy meeting with our
clients and prospective clients,
consulting with them on a wide range
of topics—accounting, taxes,
regulations, and helping them through
the knowledge we in H&S have
accumulated'.'
One key to Bobs success in becoming
acquainted in the industry, his secret
weapon, is his lovely wife, Pauletta.
She was willing for him to work at
home in the evenings and to accept the
travel associated with the industry
activities. She has accompanied him to
most of the trade organization meetings
he has attended as panel participant
or speaker. In fact, she has made a
great many friends among the S&L
clients and their spouses. But that
is not all. Pauletta taught accounting
for several years in high schools, so
she knows a good deal more about the
profession than most public
accountants' wives, and she has
frequently helped Bob prepare his
notes or a paper for presentation at
an industry gathering. She has also
acted as a substitute for Bob when he
taught several semesters of accounting,
offered to employees of S&L through
the American S&L Institute. Says Bob
of her skillful assistance and support,
which he obviously appreciates deeply:
"We're a team'.'
In 1971 the Washington office of H&S
had an Opportunity to make a proposal
for services to the Federal Home Loan
Bank Board, the regulatory authority
for S&L's. Bob flew to Washington,
conferred with a number of partners
in our Firm, and with the Board
officials, on the kind of service they
sought. Two other national firms were
also submitting proposals. "Bob played
a key role in securing the engagement','
says Russ Shomler. The H&S proposal
was accepted, and the Federal Home
Loan Bank Board job was directed and
staffed mainly from the Atlanta office.
Bob spent most of the first half of
1973 in Washington taking charge of
the work, with quick trips home to
Pauletta and their baby daughter,
Molly, born in January.

"Along with his technical ability,"
Russ Shomler says, "Bob has poise,
drive and a public relations sense.
In fact, this is his long suit,
and taken together it makes
a fine combination'.'
The justice of this evaluation becomes
clear only by degrees as one watches
Bob Atwood in action, and listens to
him. He keeps cool, speaks quietly in
the office, and every word counts. He
laughs easily and seems to know how
to relax. He does, sometimes, in pretty
strenuous ways, on the tennis court or
riding his 10-speed bike. He and
Pauletta enjoy occasionally getting
away from it all to the mountains or
the beach and "acting like a couple of
kids',' as he puts it.
What lies ahead? Bob points to the
fact that Tom Hudson and Jim Craft
worked hard to bring him along in S&L
work, and this enabled the office to
spare them for other responsibilities
in the Firm. In the same way, he hopes
to assist others in Haskins & Sells
learn the savings and loan industry
well, like Dwight Matthews, Atlanta
senior, whom Bob has had working with
him in Atlanta and in other cities.
This will take concentrated effort, he
believes, through an industry
approach to client service. But the
results will be well worth it, Bob
says, because good service in an
industry leads to a good reputation
within the industry, and consequently
to new friends and clients.
Warning: don't count on just dropping
in on Bob Atwood in Atlanta. On any
day of any week he may be meeting with
a g roup of S&L people almost anywhere
—in Georgia, in California, or at a
national convention of S&L trade
organizations. Or he might be in any
of a dozen H&S offices working on the
development of savings and loan
services where the Atlanta experience
can be of value. Or he might be in
Washington lending a hand to the
Federal Home Loan Bank Board.
Or he just might be somewhere in or
near Atlanta. But he won't be sitting
still, because he is a man on the go
and there's a lot to do before the
evening sun goes d o w n . •
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